Tri-County
Councill for
Southern
Maryland

Final Report

Submitted by:

Denise BaileyPrincipal
Milligan & Company, LLC
105 North 22nd Street
Philadelphia, PA 19103



Table of Contents

EXECULIVE SUIMIMALY......etieiiiieiiii ettt e e e e e e e e e e e s et e et e e e e e e bbb e e e e e e e anbrnreeeeeeeaan 3
(0 T=To @ A= V=Y 5
Problem/Opportunity STAtEMENT..........eeiiieriieeiiececee e e e e e 6
Project Phases and MethodOIOGIES. ..........c.uveiiiiiiiiiee e 6

(D= 1= W O] |[=Tox 1o o PP PPRPPR PP 7
Southern Maryland BacKmUNG.............ooiiiiiii e 10
BRAC Impact on Southern Maryland................ooooooiiiiiiieeee e 11
Southern Maryland County Detail............uueiieiiiiiiiiiiiii e 11

(04 0 F= 14 =2 SO PP PPPPPRO 11

{0 @ @LNB QA ettt ettt 12

(022 11V = ¢ OO PP PR PPPPPPRO 12

Key Conclusions and RECOMMEMOIBSE. ...........coiiuurriiieeeiiiiieeie e e e e e e e s s e e e e e s e e e e e e e annes 13
Certification and Business Registration INCENLNVES. ... 14
Certification and Business Registration ASSIStANCE.............cuiiiiiiiiuiiiiiee e e e 15
Continued BUSINESS OULIEACKL........coiiiiiiiii e 15
MAIKETING ASSISTANCE ......eeeiiieeiiittii e e ettt e e e e st e e e e st r et e e e aanssb e e e e e e e s e nnneneeeeas 15
Financial TeChNICAl ASSISTANCE. ........uuiii it e e e e s ee e e e e e enneees 16
Back Office BUSINESS ASSISTANCE........uuueiiiieeiiiiiiiiie ettt e e e e e e e e e e e e e e snnenaeeeeeeeanes 17

Sustainability and Capability INITATIVE. ...........uviiiiee e 17

MBOT Sustainability and Capability INILALIVE...........ooooiiiiiieii e 18

Implementation Tasks and Resource Requirements MatriX...........coccoevviiieiiiiiieeiiiiee e 20

FY o] 6= 3T [ TSP PRTT RPN 21
Tri:County Council For Southern Maryland........... ... 21
o] [Tl BT V=Y PRSP PPPPRSPPP 22
SUINVEY RESPONSES. ...ttt ettt e e e et e et e e e e e e e e aaeaaaaaaeeaanaans 25
TriCounty Area Demographic INfOrMAatioN...........cooiiiiiiiiiii e 33

October 2009




R e Ll oA o Lo BT (=T<] a T d 1] ) AP 34

Executive Summary

Milligan & Company, LLC in partnership with BITHGroup Technologies was engaged byCiwentyri
Council of Southern Maryland to collect and analyze minority/women ovinesthesgdata, build a web
based tool to support th@ri-County outreach efforts and provideaemmendations for a sustainability
and capacity building initiative.

Problem/Opportunity Statement

The TrCounty area is facing unprecedented demographic changes resulting in increased community
diversity and entrepreneurial opportunities. The growthtlire region is increasing the demand for a
new array of goods and services addressing the needs and interests of a more diverse community.

l RRAGAZ2YLFffeY (GKS D2@SNyYy2NDa O02YYAUGYSyd G2 &dziuiz N
contracting demads due to BRAC (Base Realignment And Closure) and the consolidation of larger
companies is forcing small businesses to become more competitive in their service offerings, marketing

plans and capabilities.

Project Phases and Methodology

The project includé four phaseg; kickoff, data collection, implementation and wraup. Thephases

focused on outreaching to the minority/women owned busiressanalyzing primary and secondary

data and developig a web based tool that enabléBe Tri-County Council of $ail K SN} al NBf | y
Minority Business Opportunities Task Force (MBOMterface with the community of businesses that

they service.

Data Collection

The project team developed and distributed a survey instrument that captured general contact
information, kusiness background, revenue and technical assistance needs. As a result of a mailing to
490 businesses and attendance katsiness networking events, a total of 112 survey responses were
obtained. In addition, the team also incorporated into their analysisiness data obtained from the

SBA Dynamic Small Business Search and MDOT MBE/DBE listing.

Southern Maryland Background

An estimated 325,195 persons reside in thecounty Southern Maryland regio six percent of the
adlkds8qQa 20! earend2D2zfthe tothl Bolthern Maland population is expected to grow

08 Hc LISNOSyilo h@dSNJ GKS alFyYS GAYS LISNA2RI GKS |1
28.9 percent of the population to 33.8 percent.
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{ 2dz0 KSNY al NEf lwrRoQthe pfeskcy af Y& DepaitmeRtNODefense. Given Southern

al NBf I yYRQa YARAGHA NE ANBEBSYTOSEZy ife AYLIOG GKS NBIA
the few states benefitting from BRAC. It is estimated that BRAC will dypjmgxinately 60,000 new

2204 YR HyXZnnn YyS¢ K2dzaSK2fRa (G2 al NBflYyR Ay {(KS

Key Findings

¢tKS F2ft2Ay3 IINBE GKS LINB2SOdQa {(1Se& GFr{1Sreélea AR
engagement, secondary research, and general business g¢hewetd knowledge.

U Minority/women owned firms lack certification and/or business registration. Of the
businesses that responded to the surye$l percent fail to maintain aminority
certification status.

U Under representation of minority/women owned figndue to businesses operating
Gdzy RSNJ 6 KS NI RI NXé¢

U Firms unable to compete because of an inability to adequately market and position their
service offerings. Survey results identified that (rcent of the businesses require
market/new business developmemissistanceand 66 percent reported a need to focus
on revenue growth
Many firms reportediiited financial expertise anaiccess taapital.

There is a eed for business capacity building. Of the businesses that responded to the
survey, 2 percent planto focus on talent and operational issues.

Sustainability and Capability Initiative Recommendations

¢KS LINRP2SO0Qa adz2NBSe T kYpRrieytBfihe BBindgsesIh&/Ropérdted dverg K A f S
six years, the majority of the firms earned léisan $500k. The findings from the survey confirmed that

the target businesses are seeking support to market their businessesoag@in access to capital to

fund future growth. Thus, the project recommends the creation of a sustainability and capability
initiative that supports businesses by increasing capacity, accelerating access to op@stunit
expanding data collection and leveraging technology.

The statednitiative areas of focus were also selected because the majority of the tasks are adbievab

o0& tSOSNIIAYy3I (KS a.he¢Qa SEA&AGAYT yShGe2N] 2F aidl
throughout the Southern Maryland area. By the MBOT positioning itself as a conduit for identifying
business needs angerving as a technical assistanegerral resource, the MBOT is able to achieve its

goal of further supporting business by leveraging resources and information supporting the needs of the
minority/women owned business community.

Y ENBe / KNRAEAGZ2LIKSNE . w!/ {GdzRée SDEtheR MantlaNPOnlindlofdrnber 2 y & T2 N
1, 2008.
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Background i N

| Vision

The TrACounty Council for Southern Maryland the regionali

planning and development agenéyr the Calvert, Charles and Si titive. hiah berformi

al NBE Qa O#frdaghipko§ranminatic regional initiatives, th! compe _I Ve, _ 'gh per o.rmlng

: . . S economic region comntigd to
TriCounty Councilis a leading support institution for smal

businesses.  The Council fulfills the followingomomic | ¢ Stéady enhancement of the
NBEIA2Y QA& ljdzk £ &
development needs.

prosperity, which successfully

Southern Maryland is a dynamic,

and the attainment of regional goals. high quality job opportunities

|

|

:

|

U Serves as a forum for the resolution of regigitle issues balances the development of

|

|

: with commitment to preserve
1

U Provides a framework for cooperation and coordinatic theNEIA2y Qa SEGN
among the elected, civic and business leaders of { environment, natural and
Region. | cultural resourcesrad historic

i identity.
I

U Undertakes adbn programs that focus local, state an _
. . | TriCounty Councibr Southern Maryland
federal resources in a comprehensive strategy to enhar
the quality of life ér all the people of Southern Maryland.,

U Initiates and coordinates plans and projects which foster the physical, economic and social
devdopment of theregion.

In 2007, the Councdanctionedthe regionalMinority Business Opportunities Task Force (MBOT) to aid
the Council in the data gathering and needs analysi§ f2 dzi K S N/  grdwiNgminoriyy/Rdin
ownedbusineses TheMBOTstakeholdersr NB (1 KS / 2 dsad o kv@ragedxiedisg anbd
access the business communfappendix¢ MBOT stakeholder list).

Project Overview

Milligan & Company, LLC in partnership with BITHGmeghnologiesvas engaged by the TCounty

Cauncil of Southern Maryland to colleeind analyze minority/women owned firrdata, build a web

based toolto sdzLJLJ2 NI (G KS / 2dzyieQa 2dziNBFOK STFF2NIa | yR LI
and capacity building indtive. ThRS & (1 dzZR& Q& @bhas&iitoplB@abld thERCodnty Council

to achieve the followingbjectives:

e To support the initiatives of theegional Minority Business Opportunities Task Force in
deploying a dynamic, collaboratively managed regional strategy.
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e To provide a point oficcess for support information, capacity building and sustainability of
minority/women owned entrepreneurial initiatives.

e To position local minorityvomen ownedbusinesses to succeed by preparing them to capitalize
on the Southern Maryland economic devefent growth opportunities.

Problem/Opportunity Statement

The TriCounty area is facing unprecedented demographic changes resulting in increased community
diversity and entrepreneurial opportunities. The growth in the region is inargate demand fo a
new array of goods and servicagddresing the needs and interests of a more diverse community.

Additionally, theD2 @SNy 2 NDa O2YYAGYSyil ,ednbidedavihddaddes idoval f f 0 dzi
contracting demand due to BRAC(Base Realignment An@losure)and the consolidation of larger
companieds forcing small businesses to become more competitive in their service offenragketing

plans and capabiliés. In short, time is of the essence for minority/women owned businesses to position
themsdves to benefit from the opportunities present within the Southern Maryland and surrounding

areas. Thusthese businesse®quire support developing their capacity and accessing opportunities.

Project Phases and Methodologies

Phase | - Phase II- Phase Il - Phase IV -

Kick-off Data Collection Implementation Wrap-up

Sincethe October 208 project launch, the project teamin partnership with the TriCounty Council
stakeholders worked to achieve the stated objectives within each phase of the project puase I,
Kickoff, focused on the collection of preliminary data and theial stakeholderengagement process
project kickoff session and planning sessioithe purpose of the initial stakeholder meeting was to
introduce the project team, discuss the engagement methodology, review the proposed survey
instrument outline and initiateconversations regarding the web site and data base design. Upon
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completion of Phase h preliminary findings report was presentéal the Council Stakeholdetsy the
project team.

In Phase Il, Data Collectioor Business Outreactthe project teamefforts centered onthe following
actions: distributingthe survey instrumentréferenceappendix),obtaining business information from
third party resources and analyzing research findings to develop a preliminary findings report.
Additionally, the project tam also worked with the Councilto defire the data bas reporting
requirements and web site functionality

In Phases lllimplementation, was a combination of developing the web site prototype and modifying
the data collection process based upon diieat from the Council. Phase IV oMWrap-up, the final
phase,entailed presenting the collected data and preliminary technical assistance recommendations to
the Council and gaining feedback regarding the final web site design and final report areas .of focus

Data Collection

Data collection consisted of primary and secondary sourd&@marysources were obtained through
direct contact with businesses araitendance at varioudusinessdevelopment events Secondary
sources included responses to surveyslathto a database of minority and women owned businesses.

In total, the project team obtained 112 survey responses. pg&icent of survey resposes were
obtained from direct maibolicitations 49 percentof the survey resposeswere obtained througtthe
LINE 2 S O odutréaéhlefiodsa

Primary Sources

In an effort to identify and solicit input from businesses not currently connected with the Council or its
stakeholder members, the project team developed a business survey (reference Appendix) to capture
basic contact information, business background and a-lagll needs assessment. The project team
also attended various business events throughout thedtnty area where the survey was distributed.

The team was introduced to other regional organiaas at these events who also agreed to distribute

the surveys to their members or constituents

\

Survey Instrument Overview In an effort to populate the Smart BiZ Tool data base, the
project team developed a business survey instrument. Survey components:

e  Business Background i Detailed questions focused on type of business structure, ownership,
historical revenue and industry focus.
. Business Assessment i Questions attempting to identify the types of technical assistance

I 1
1 I
| |
| |
| |
: e  Contact Information i General background information to identify businesses responded :
1 I
| |
| |
| |
: needed to support with building capacity for minority firms. :

Secondary Sources
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Tri —County Database

sSources
3851
Other Small
Businesses
490 Unique Minority
& Women Owned
276 SBA Women Business Records

Owned Businesses

o Duplicates

96 MDOT
Certified
Businesses

267 SBA
Minority Owned
Businesses

875 Total Small Businesses

Source: SBA Dynamic Small Business SaaiddDOT MBE/DBE listing

The secondary sources for businesses include’ 8ftb-county aea establishments. This list was
generated from the SBA Dynamic Small Business Search, also known as the Central Contractor
Registration (CCR), and the State of MD Directory of Certified MBE/DBE firms. These lists were
combined and any duplicates (i#ms certified as both minority and women and firms that appeared

on multiple listings) were eliminated to arrive at a unique listing of 490 minority/woman owned firms.
Dun and Bradstreet data was used as a verification source.

Each of the secondary gire businesses was sent a copy of the survey. The mailing was followed up by
an email request to the firms that failed to respond to the initial mail survey. The same types of firms
responded from our secondary sources as from the outreach conductédgdbusiness events.

Secondary SourcesTri-County Minority/Woman Owned Business Demographics

>The 875 small businesses only represent businesses registered on CCR.

October 2009




Small Businesses By Gender

Of the total small
businesses within the
Tri-County area, 65
percent of the
businesses are owned |
males.

Percentage of Minority Firms

Of the total small
businesses within the
Tri-County area, 32
percent are owned by
minority firms.
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Southern Maryland Background

1 1

The three counties of Southern Maryland, Calvert, Chat :

YR {Gd® al NBEQas | NS 02NRSIL Southern Maryland History S+ 1S . |

east, by the Potomac River on the west diydAnne Arundel, _ _ :

YR t NAyOS DS2NESOQA A2 dzyd In 1634, English settlers arrived i {2
| )

Maryland is located on the western shore of the Chesape: permanently in Maryland,

Bay . establishing the first capital in

) | z 7

! {dd al NEQa [/ Aue

|

1

An estimated 325,195 persons reside in the-ciunty County was established

—h

|

|

|

1

|

|

:
Southern Maryland region a A E  LISNDSy G 23 1637, Calvert County in 1654, i
populdion. With a population of 139,006, Charles is tf and Charles County in 1658. |
fIrNBESald O2dzyieo {dd al NE( I f @S NI
second and third in population size, respectively (refered  Prior to the current military :
appendix)? | installations, the region was |

: primarily an agrarian economy |

Measured by population, Southern Maryland is the fasste comprised of tobacco and |
growing egion in the State. From 2000 to 2003, th fisheries. :
populations of Calvert and Charles Counties grew 1i i
percentand 10.4percent respectively, ranking as the toy. __ _ _ ___ ___________________
two counties in Maryland in terms of population growth
RAzZNAY 3 GKFG LISNR 2 R dtfar behind, raakindgNge\@rith inl tRed3tate with pdrcant v
population growth from 2000 to 2003.

By yearend 2020, the total Southern Maryland population is expected to grow by 26 percent. Over the
same timeperiod G KS | NBI Q& YA yiigipadedi ® grdwfioddz28:9(paréeyt of i | Y
population to 33.8 percent.

{2dzi KSNY al NBfFyRQa SO0O2y 2 Ydefedsd@indishhlChaflescCdunty, 00& LINS &
leading employer with 2,800 employees is the Naval Support Facility (NSF) Irebdan HNith

employment of 10,500the Patuxent Riveb | @1 € | ANJ { Gl GA2y A&a {G® al NBEQ
County, primarily a Washington, DC commuter community, represented the county with the least
amount of governmentelated personnel.

*MD Department of Planning, U.S. CensueBur2005 2007 American Community Survey.
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BRAC Impad on Southern Maryland

DA@SY {2dzi KSNY al NEf I ywISignificantlgimpact tieINS BINB § SE O0OSD2 y @ YV E
2005, a Congressional order established the BRAC Commission focusing on the reorganization of military
bases to be completed by 201 dMaryland is one of the few states benefitting from BRAC. It is
estimated that BRAC will brirmgpproximately60,000 new jobs and 28,000 new households to Maryland

in the upcoming years!

The Maryland BRAC Small and Minority Business Opportunitidg, $tleased by Lt. Governor Anthony

.NR gy > NBLER2NIA a5SaALIAGS 20 a-dwnaifbinessesadreNiely fo gbiiRa a Yt
Y2NB 3F2FSNYyYSyid O2y i NI Dhisathereffortsiok the MBDT dre/ @ry Bnfely NR & £
positioning minoritywomen-owned firms to be able to benefit from the forth coming contracting
opportunities.

Within the Southern Maryland area, the consistent themes are a growth in population, an influx of
technology businesses and a need for small business innovatiome&t the growing demands of a

Y2NB RAGSNBS O2YYdzyAiiieo ¢KS NBIFIQa LRLMzAFGA2Y 063
and immigrants from cities such as Atlanta, Chicago, Dallas, and New York to suburban communities.

This shift is causing mirities to contribute a greater share to the growth of suburban and exurban

counties. In the 1990s, for example, blacks accounted ford&eentof the growth in suburbs. Today,

the number has jumped to 16 ercent Hispanics went from 18@rcentto 24.5percent®

Southern Maryland County Detalil

Charles

Charles County benefits from the impact of the defense industry in Iridéa and the growing number

of hightech businesses relocating into the county. The new businesses being attracted tesChar
County are offering higher salaries. From 2005 to 2006, household incomes grew faster in Charles
County than in any other county in the Washington region, increasing by 15.2 percent from $69,673 to
$80,179°

In addition to expanding its businesssea Charles County is also transitioning from a predominately
GKAGS &ddzodzNbd G2 GKS y I-Anfercgh@amminitya in@\adials ArdRlocatyigd | F NJ
FNRY t NAYyOS DS2NHSQa /2dzydeé FyR 21 aKAy3dz2y 5/ @

Although the area is experiencing growth,simesses such as restaurants and real estate developers are
FSStAy3d GKS afdz33arakySaa 2F GKS SO2y2Yeo ¢ Kdza z A

T NBé / KNRAG2LIKSNE 6. w! / { (dzR& Southeir Mantlan®Calindofdnber 2 y &  F 2 N
1, 2008.

IFel 9f bFr&aaSNIIYR . N}R I SI0Ks dazMfowingf ROl dUSBZAY I T2 NJ
Today August 9, 2007, pg. 6A.

°t KAf AL) wdzO1 SNE 4 { ® a R® TheRWashingtdd Pdsepteinbes 2, POSMNEgACHE | YR { AT §
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support in terms of seeking technical assistance, accessing to capital and obtainingahiyce meet
the growth opportunities of the area.

308 -AO0OUGO

A predominant number of the small businesses within the St. Mary entrepreneurial community are
contracting firms primarily servicing federal defense projects. As the government contindeaco
initiatives such as Patuxent River Naval Air Station, federal contracting firms will continue to experience
strong demand. At the same time, businesses most impacted by the strains of the current economic
climate include those that rely on discretiary income. The negative impact for these businesses is that

patrons are being forced to spend a gregportion of their income on necessities such as housing, food
and energy, which limits available funds for dining out and oflugchases considerembnessential.

Calvert

In an interview with the Calvert County Chamber of Commerce President, Carolyn McHugh, Ms. McHugh
O2YYSYyiGSR a/ |t @SNI |/ 2 dzy fleicentofithe Twbrikfdck domrdmyes gitdeSto A y (1 K
2 aKAY3i2y T 5 ®/ duszhelenipByment visthinnCalzes Rabidty is farly stable. Based
dzLJ2y wnnp G2 wnnc K2dzaSK2f R RIFGFZ / FTheGslXlendusa { 2 dzi
Bureau ranked Calvert and Charles among the 10 wealthiest small counties in the r&itiilar to the

other counties within Southern Maryland, the Calvert businesses hardest hit by the economic climate

are local developers, builders, real estate professionals and related services such as restaurants and
small retailers.

o e e e e e e e e e e e e e e e e e

,’/ U.S. Census Bureau Nonemployer Statistitlsis survey reportdie findings from 2.3 \\
million nonemployer firms. The U.S Census bureau collects the information from ta
returns reported to the IRS. The following is a summary of information reported for
Tri-County area:

County # Firms Receipts ($1,000)
Charles 9,512 $335,385
{G® al NEQA 6,411 $252,366
Calvert 6,544 $264,792
Total 22,467 $852,543

1
I
I
1
1
I
I
I
I
1
1
I
I
I
I
1
1
I
I
I
I
1
1
I
I
I
|

\ Source: Nonemployer Statistie®07 ,

e o - - ——

Tt KAE AL wdzO1 SNE da{ ® aR® TheRNashingtdd PdsEeptembes 2, POSPYBCOTI & YR { Al
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Key Conclusions and Recommendations

The followingarethe projectQd 1 S& G ]

Sgrea ARSYGAFASR

engagement, secondary research, and general business development knowledge.

Conclusions

Business Impact:

Minority/women ownedfirms lacking
certification and/or businessregistration

Under representation of minoritjwomen owned
TANYa Rdz2S G2 FANNEA 2LX

Firms unable to compete because of an inability
to adequately market and position their service
offerings

Limited financialexpertiseand access$o capital

Need forincrease businessapability

Of the 112 businesses that responded to the
survey,59% of the businesseasbtained a
minority certification status

Needs to wercome initial barriers to be properly
positioned for contracting opportunities.

¢KS LRGSYUGALFf FT2N aSg¢
0 KS NdniRéndEH and/or uaregistered
business whose activities and revenues are
difficult, if not impossible, to track.

37% of businesses survey responded that
marketing is their greatest challenge.

Firms lacking the insight to delop adequate
capability statements.

Lack of proper service offering alignment with th
needs of the market.

Surveyed businesses responded with a need for
assistance in financial areas qQfaccounting (5%),
cash flow management %), and access to
capital 20%).

25% of businesses responded that within the ne
year they are focusing on talent and operational
issues ranging from hiring the proper
management team tadeveloping adequate
business procedures.

October 2009
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CKS /2dzyOAf Qa adzNISe 7FAy Rperfedtnf tHébusipeddesSHavbaerKih G ¢ KA f
operation forover six years, the majority of the firms reported revenue less than $800 The findings

from the survey confirmed that the target businesses are seeking support to market their businesses
better and gain access to capital to fund future growth. By the increased web presence and a standard
offering of technical assistance support, the Council idtipoed to be a lead support service for the

Southern Maryland minority business community.

Specific areas of recommended technical assistance are noted below based primarily on the results of
theprojectQd RI G O2ft SOGA2Y STF2NIa&D

Certification and Busi ness Registration Incentives

Certification as a minority/woman/disadvantaged business is different than registration as a
odzaAySaao . @ YI1Ay3 (GKS ¢So60aAiridsS Y2NB 2F |y 313
service offering increases. Thisalcomports with the
identification of marketing as the biggest business
challenge and growing revenue as the largestaaoé
future business focus.

\

Certification is the most
basic requirement to gain

L access to the numerous
Certification

Of the 112 businesses that responded to the survey, contracting and capablllty
percent reportednot maintaining a rinority or woman building initiatives offered
owned certification status. Certification can be & by the government.
important tool in pursuing government, and even so
private sector, contracting opportunities.  Counc
technical assistance in helping minority/women owne SR TOIEIR=Tal (e 1i 6]y

businesses obtain certifican could, potentially, FEIEERlEE (gl Mial=No]e]olo]a il {37
AYyONBI 4S8 (KSas$s Odzé)\yééé:\ JELJLJzNJidz
One recommendation is to develop assistance \f

mechanisms to encourage more minority/women

owned businesses to pursue appropriatertification status. An initial step in this pcess will be

for the Council website to provide orsop information regarding federal, stateand localand

LINR @I GS aSO02NJ OSNIAFAOIA2yad ra | gte 2F aKz2
serve as a posting board for opportunitiggesented to certified businesses.

Minority/women owned

Business Registration

Separate from minority/woman/disadvantaged certification status, the importance and meaning of
business registration can be a useful technical assistanceoaddlhese addns can range from
information regarding registration on the Central Contractor Registration (CCR) system for federal
contracting opportunities, State of Maryland and local resource databases and even more basic
information such as the importance of having a business registeiittiie State as a legitimate
entity. For entity reporting, businesses should also pursue registration with Dun and Bradstreet.
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Certification and Business Registration Assistance

Certification and registration is most likely an early step techrasaistance process. Many small
businesses may need assistance in completing applications, gathering documents and understanding
the process as it unfolds. The Council, with the assistance of the various stakeholders in the area,
can be a crucial link ithis process, either in directly assisting firms, or connecting them with
supportive organizations for these services.

Continued Business Outreach ~ commm

From secondary sources, we identified businesses that W
registered on CCR. In order to register on C@R,i
entrepreneur would have completed a typical businel
formation process: obtaining an EIN, registering with th
appropriate State agency, obtaining a Duns Number, ¢ SBA Emerging 200 Initiatige
What our efforts cannot identify are businesses operatii In 2007, the SBA launched the
a dzy RS NJ  { KirslividudIsRobeating uiicensed or un !
registered business whose activities and revenues are diffig
if not impossible, to track. A continued outreach effort ShOLj inner-city businesses with
be made through the business organizations utilized in ; ;

primary sources efforts, to eparage unregistered/un : Efgsgirr?g?grt?:igair;\g:] ?I-rLde
licensed businesses to comply with standard practices a: program featured a

seek services through the Council. A key means to atti comprehensive curriculum
these businesses can be an emphasis on the benefitg ; P
registration and licensing on prospective contractin iif;zz?eznagzv;[i?;);?iigv Lr;r;lir:gl
opportunities and technical assistance. to fuel growth. Participants

1
1
1
Marketing Assi . have the opportunity to work
|
ar etlng ssistance | with experienced mentors,

With 37 percentof the businesses responding that marketinI attend workshops and develop

is their biggest challenge, programmatic initiatives are neec connections with banks and the
to assist entrepreneurs identify their target market ar

develop effective rarketing strategies. For businesses-—--------=----------------~
targeting the government sector, the ability to articulate service offerings in the form of a
capabilities statemenis key element required to obtain a contracting opportunities.

Program Review Business
Outreachand Capacity
Building

Emerging 200 In@tive. The
program was designed to assist

For example, technical assistance dam provided to help entrepreneurs understand and use very

basicorft AyS (22t & &dzOK | & D2-#nd8 toSimunitiesJind local{redziuied) t | 3 S
(Chambers of Commerce, etc.) that provide free or-tmst marketing or presence building tools.

Sud tools can be an effective way to present business capabilities/services with recent movers to

the tri-county area.

Focusing on the two biggest industries of respondents, service and construction, highlights the
different approaches that may need to assimisinesses in the area of marketing. The service
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industry is typically a sector where firms need to stand out in order to attract business, while the
construction sector needs to be in tune with those seeking their services as well as other firms in
their sector with complementary product and service offerings. For both sectors, price is an
important factor in a competitive situation.

To address divergent marketing needs, it may be important to provide some technical assistance on
identifying where thework will be (as in the construction
market), which may be thought of more as businelr““ ————————————————————————— |
development. For other sectors, advertising and pub
relationstype marketing may be the critical need. Tailorir, Technical Assistance Impact
marketing technical assistance in this way willide more | 1N 2004, the SBA, through its
targeted and meaningful assistance to the firms, and v €Xtensive network of
require different types of technical assistance provide! technical service providers,
There are agencies and firms that specialize in provid a55|s|teq over ,2'44 m'”'(_)n
assistance in identifying public sector opportunities (that; people |.n. serV|c.e§ .ranglng

. . . from writing an initial
more targeted to construction and professional servic . .
. e | business plan to helping
firms) and others that specialize in consumer marketi

. . . _ | businesses raise $19.29
(which would provide more benefit to retail and othe billion in loans and venture
service entities).

|

. capital financing. The

. reason why individuals seek
assistance is because
entrepreneurship requires a
working knowledge of
bookkeeping, marketing,
cash management and other
business disciplines. The
more technical assistance
obtained; the greater the
chances for business

The Council should also consider providing training
proposal writing anddeveloping sales materials and sale:
skills. Key to these businesses increasing their sales is |
ability to adequately present their service offerings ar,
capabilities. The Council, and its network of stakehol¢
across many disciplines, is uniquelgositioned to
spearhead these efforts.

Financial Technical Assistance

With over40 percentof the respondents identifying some ~ SUCCESS.

financial area as a business challenge, technical assist{  ranchising World, March 2005

in these areas should be seriously considered. Typicg

most smalbusinesses, many respondents identifiedaner.
to focus on cash flow management and strategies to gain

access to capital. By partnering with business associations, local credit unions, community banks,
Small Business Development Centers, and even ftbe laniversities, the Council could develop a

network of service providers to assist with training on these key topics. By strengthening a
0dzaAySaaQa FAYLFYyOAlLt OFLIOAGEST GKS [/ 2dzyOAf LI I &
longterm goal.
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Back Office Business Assistance

Going hand in hand with challenges identified in the financial area are responses that related to

future focus areas for businesses. Hiring staff, business processes and exit strategies comprised

over 2 percentof responses. Not only are these areas essential for growth, but many of them also
AYLIE OO0 | FANXYQa FoAfAde G2 RSOSE2L) LRaAGAGS Ol al
an important role in designing and delivering assistance in the ardasmplementing or
recommending sound accounting systems, understanding and improving employment practices

such as recruiting and retention, and succession planning to sustain small businesses in the area.

The common trend throughout each of the countisghe adverse impact of the economy on local
small businesses. While growth in the area presents an opportunity for many businesses to expand
their offerings, there is an increased need to ensure that the businesses are positioned to address a
market wheae spending is tightened. In order to ensure that minority and women owned
businesses survive, there is a need to support them with planning their cash reserves, assessing
operational flexibility and accessing short/leteym funding.

Sustainability an d Capability Init iative

¢ KS LINMBseafch and autreach effortesulted in the identification of a common theme
there is a growing demand for goods and services provided by local small busjnesseser,
minority/women owned businessesften ladk expertise in the areas of marketing, operasand
general managemento successfully competagainst larger, more established compani€bhus,
the need exists for m entity such as Milligan & Companil.C capablef providing thecritical
technical spport needed to implement the proposed business advisory services.

LYy hOlG206SNJ 2F wnnyI (K SAffdrLcanBustidzaNsiddy toheFalidtetile 2 ¥ a .
opportunities and challengethat small and minority/women owned firmfacedwhen competing

for BRAC opportunities.Based upon interviews with government contracting officers and small
businessowners,the study revealed market perceptions and business deficiencies hindering small
businesses

U There is a opinionamongst government procurementffacers and prime contracts that
small firms lack the operation capability to perform work as effectively as large firms.

0 Small firms feel that theyack the business acumen and capaditysuccessfull}compete
against the often overshadowing and betehown larger companieb

i Often government procurement officers felt that the smaller firfadl to understand the
governmentprocurement process.

D2 SNy 2NDRa hTFAOS 2F aAy2NRdGe ! FFFLANBS dal NBEfIYyR . w!/
2008.
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o In addition to gaining a better understanding of the overall procurement process
minority/women owned firms also require assistance with developing contracting
relationships, executing teaming agreements and positioning service offerings to
align with the needs of the market.

The good news regarding the stated areas of concern is that these challarggsmitigatedby efforts
such as th@riCow/ G @ / Zsdghitebilitydd capabilifyitiative.

MBOT Sustainability and Capability Init iative

Initiative Focus Areas

Increase
Capacity

Accelerate
Access to
Opportunity

Leverage

Technology

Expand data
collection
and
outreach

Source: TrCounty Counciitakeholder input

To address the concerns of how to g@si minority/women owned businesses to successfully compete,
MBOT proposes to launch a business sustainability and capabitigtive. Based upon the project
FAYRAY3a | yprojedied §owtkBHe higayive fbcuses on four core elements ofisiness
development andnformation access.

e Increase Capacityy While minority/women owned firms in Southern Maryland aideally
positioned geographically to benefit from the development changes in the region, these
businesses must possess the operaticsadl financial capacity to meet the demandstoése
new business opportunities. Thukesefirmsrequire capability technical assistance
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The stated areas of focus were also selected because the majority of the tasks are achievable by
f SGSNF IAyYy3I (KS ark of stakéholders aAndl Gthey etonofrik (dévelopment resources

Accelerate Access To OpportunityTo better position minority/women owned firmior the
upcoming opportunities improvements are neededn the general information flow for
contracting opportunities. Increased networking to development procurement officer
relationships ando gain exposure to prime contractors asway to enhance the contracting
information flow. Thsg, M h ¢ @Qi@ative will also focus on assisting businesses with

pairing/matching with other firms to pursue contracting engagements.

Expand Data Collection and OutreachWK A £ S G KS LINB2SOG GSI YQa
contacting approximately 490 cgmanies by a mailing survey and attending business
networking functions hosted by local economic development organizations, these actions still

2 dzi

TIAESR (G2 NBIOK o0daAyS$S&a&Sa 62 LIS Nbid Aagi@ ofdzy R S NJ

business creation presits the challenge of maintaining on an ongoing an accurate and current
business profiles. Thus, the efforts of this project must continue to be extended into the

a . h ¢ Q aernh fusfathability and capability plans.

Leverage Technology Gventhat Southern Marylandis a ruralarea,technology isan efficient
means to createan online community of businesses able to accemshnical assistance
resourcesprovide a centralized procurement listing and capture ongoing insight from web site
viewers. Technolgy is a means to maximize the MBOT resources while increasing outreach

efforts to the businesses that the MBOT targets.

By the MBOT positioning itself as a conduit for identifying business needs and a serving as a technical

assistance referral resource, tlieganizations able to achieve its goal of further supping business by

leveraging resourcesf partnering agencies

7
/
/

o e e e = e e e e e e e e e e e = e e e e e e e e e e e e e e e e e e e e

The Greater Philadelphia Minity Business Strategic Alliance (GPMB®%n example
2F I LINPINIY OGKIFIG £ SOSNIY3ISa aidl|1SK2ftR
objectives. Through the partnership of 28 strategic relationships, the GPMBSA is a
referral network and business adcate for Philadelphia minority firms. The GPMBSA
supports the needs of the business community through the following efforts:

e The GPMBSA website acts as an information resource for technical assistan
e The organization hosts stakeholders meetings tgaterally focus on topics sucl
asimproving minority contracting opportunities and accessing assistance.

e The organization directs businesses to the appropriate technical resource
services being offered throughout the City of Philadelphia.

GPMBSA was founddoly Milligan & Company, LLC.

N e o o e e = = - - - ——

\
\
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Implementation Tasks and Resource Requirements Matrix

To achieve the objectives of the MBOT sustainability and capability initiative, the following matrix
outlines the areas of fats, implementation tasks and required resources. With the exception of
addressing the need for a technical resource, the initiative requirements are primarily achieved through
GKS O22NRAYIFGA2Yy STF2NIa 2F (KS adts dakeholdgf RetwdrK S 2 NA |
The proposed implementation model addresses tBeNH | y A Tcondefn2rgg@rding resource

constraints and fulfilling the objectives of tiatiative.

Initiative Focus
Area

Implementation Tasks

Focus Area Objectives

Resource Requirements

Increase Capacity

Inventory existing technical Evaluate the technical assistance Support staff to
assistance resources service area gaps conduct/consolidate inventory
findings
Design technical assistance program Identify resources to provide Outreach/technical assistance
leveraging resources identified by | technical assistance in the areas of partner

the technical assistance inventory
effort

weaknesses identified by the
project

Increase Access to
Opportunities

Promote and provide assistance for
businesses to obtain certification
and registrations

Ensure that minority/women owned
businesses meet the basic
requirement for pursuing

government contracting and other
business development
opportunities

Outreach/technical assistance
partner

Assist businesses with aligning their
service offerings and capabilities
with the market demand

Position minority/women owned
firms to be able to compete
effectively for new business

opportunities

Outreach/technical assistance
partner

Make firms aware of contracting

Improve the information flow of

Outreach/technical assistance

opportunities contracting opportunities partner
Facilitate partnering/networking | Create a means for minority/women| Outreach/technical assistance
opportunities with prime owned firms to partner with primes partner

contractors

Expand Data
Collection and

Continue to collect data evaluating
the needs of the region's
minarity/women owned firms

Develop a process to keep business
profiles current while also
continuing to outreach to "under the

Outreach/technical assistance
partner

Outreach radar" and newly formed business
entities
Launch Smart BiZ Tool Create centralized resource to Launch complete. No resource
access procurement information and required
Leverage i ] )
technical assistance services
Technology

Manage the ongoing web site
content development

Keep the web site content relevant
and current

Technical Resource
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Appendix
Tri -County CouncilFor Southern

Maryland
TRI-COUNTY COUNCIL FOR SOUTHERN MARYLAND
Officers of the TriCounty Council
Gary V. Hodge, Chairman
Gerald W. Clark, First Vic&&hairman
John L. Bohanadr.,, Second ViceChairman
Harry Shasho, Third Vie€hairman
Southern Maryland Delegation
to the Maryland General Assembly
District 28 District 29
Senator homasMac Middleton Senator Roy P. Dyson
Delegate BterF. Murphy Delegate John F. Wood, Jr
Delegate 8lly Jameson Delegate John L. Bohanair.
DelegateéMurray D. Levy Delegate Anthony J. O'Donnell
District 27
Senator Thomas V. Mike Miller, Jr.
Delegate Sue Kullen
Delegate dmesE. Proctor, Jr.
Delegate dsephF. Vallario, Jr.
Boards of Commissioners
Calvert County Chales County St. Mary's County
Wilson H. Parran, Pres. Wayne Cooper, Pres. FrancisJack Russell, Pres.
Linda L. Kelley Dr. EdithJ. Patterson Thomas A. Mattingly, Sr.
Barbara A. Stinnett Reuben E. Collins, Il Kenneth R. Dement
Susan Shaw Gary V. Hodge Lawrence D. Jarboe
Gerald W. Clark Sanuel N.Graves Jr. Daniel H. Raley
Membersat-Large
David Hale Harry Shasho Mary Lynn Stone

Southern Maryland Municipal Association

Stewart Cumbo

Executive Director

Wayne E. Clark
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Tri -County Council Fa Southern
Maryland
Tri -County Council for Southern Maryland
Minority Business Opportunities Task Force

Calvert County Minority Business Alliance
Dawn Tucker
Eric Franklin

Charles County Minority Business Advocacy Council
Mike Moses
Delores Moses

Embassy Business Complex
Reginald Kearney

{Gd al NBQa [/ 2dzyieé aAy2NRile .dzaAySaa !'fftAlyOS
Agnes Butler
Wanda Fenwick
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Project Survey
Tri-County Council for Southern Maryland
Business Survey

DICLOSURE: Full disclosure of financial and other proprigtanformation to TriCounty
Council for Southern Maryland by the client is usually essential to provide effective assistance.
All clients are assured that such information is held in the strict confidence at all times and will
not be disclosed to anyowetside the organization unless the client specifically authorizes this
in writing prior to any disclosureln lieu of filling out this copy of the survey, you can enter
the information onlineat Tri-Count y Co un c ihitgd/swwieedmsl.org Use tlaet
Small Business Survey Link.

PART 1CONTACT INFORMATION

Business Name

hgySNR& bl YS Alternate Contact Person

Mailing Address :

City: State: Zip Code

Phone: Alternate Phone: Fax:
Email:

Website:

Part 2.BUSINESS BACKGROUND

Business StructurefESole Proprietorship APartnership ALimited Liability Co. ACorporation
Ownership:  AFemale AAfrican American AHispanic American /AENative American

AESubcontinent Asian AmericaEAsian Pacific America#EOther

List any minority/women business certifications hel@long with issuing agncy):

Average Gross Revenue (for a typical year)
A<$100k AE$101k- $500k A$501k-$1m  A$Im-$4m  A>$5m
Years in BusinessE<1 year A1-5 years A6-10 years A11-15 years A16-20 years A>20 years

Average Number of employeedor a typical year): full time part time
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Typdgs) of work performed

If known, list the appropriate industry codeftitle (s) for your business (e.g. NAICS, SIC, etc):

Part 3;:BUSINESS ASSESSMENT

Describe (bypercentage$ your major revenue sources
% Private Small Businesses %Large Corporation %General Public

%Government=__ __ Local State fFredera

Describe(by percentage$where you conduct business

%Locally %Staéde %Regionally %Nationally __ _ %lInternationally

How do you find clients/contracts?E Review PeriodicalsA£Online Search Engine

AENetworking AEmail Notification AOther

How do potential clients find youZEWebsite ADirect Mail AEmail Blast AAWord-of-Mouth

APaid Advertisement 4 Business AssociationgEOther

What business/professional associations are you or your firm a member?

What is your single biggest business challenge?
AEMarketing AAccess to CapitadECash Flow

AEAccainting/Bookkeeping AOther

For 2009, where do you plan to focus your attentigcheck the most importanty AGrowing Revenue

/EEstablishing Processes and Procedures for the Busin&dsiring the Right Staff/Manageent Team
/AEPositioning the Business for Sal&Other
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Survey Responses

Survey Responses By County
B Charles mCalvert mSt.Mary ™ Other Counties

3%

.

A total of 112
businesses respondec
to the survey. Charles
and Calvertprovided
the greatest number
of responses
generating

Business Owner Gender

EFemale W Male

~

Themajority of the
survey responses
came from female
business owners.
Females provided 70
percent of the
responses received
while males provided
30 percent.

Source: Project Survey
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Source: Project Survey

Survey Businesses By Sector

Wholesale
Transportation
Technology
Service

Retail

Printing

Misc
manufacuturing
Hospitality

Construction

0% 10% 20% 30% 40% 50%

60%

70%

Service is the largesi
sector reported. e
service sector
comprises
businesses such as
environmental,
cleaning, human
resources,
accounting, graphic
artist and courier.
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The top three sectw
reported with the highest

FT Employees By Sector average number dlull-
30 time employeeser
g 75 businessre:
=
[=]
g % e Hospitality
£ 1s
|_ -
= 10 e Constuction
> s .
< I I l e Manufacturing
0
é\" @o '3}\ &\(\ ‘@\% & Q’@\ & ,§°° é’@ The average numbgr of
& & S T &g S employees per firm is 14.
S AR R & & &8
9 & Q A S
Hospitality is the leading
sector forpart-time
PT Employees By Sector employees
30
- The average number of
part-time workers per
20 firm is eight workers.
15
10 I
5
o L1 = 1 . 1 =« I i
R A A S R T O
& & & & & & & &S
R S SN & KN
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Source: Project Survey

The number of
. employees is
# Employees Full-time By Revenue consistent with the
100.0 revenue reported.
90.0 Thus, firms with
E ?g'g revenue greater
g;.l‘ 60.0 than $5M employ
= 500 the greatest number
£ 400 of workers.
s 300
# 200
u
0.0 — ||
LT100K D101-500K D501-1000K D1M-4.99M G5M
Revnue
Consistent with the
. findings stated in the
# Employees Part-Time By Revenue aforementioned
60.0 chart, the number of
employees increase
- >00 based upon the
o .
w  40.0 reverue obtained.
= 300
g
s 200
k=
10.0
00 | _— | .
LT100K D101-500K D501-1000K D1M-4.99M G5M
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Source: Project Survey

40%

35%

30%

25%

20%

15%

10%

5%

0%

Revenue By Size of Business

Less than 5100k $100k - $500k S501k-51 S1million- 55
million million

Greater 55
million

The majority of
the tri-county
minority
businesses
generate less
than $500k in
revenue. Thus
the majority of
these
businesses are
in the early
stages of
development
with regards to
generating
sales, obaining
talent and
managing
growth.
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40%

35%

30%

25%

20%

15%

10%

Percentage of Businessses

5%

Age of Firm

Approximately
34 percent of
the businesses

have been

operating

between one
and five years.

However, there

are a

significant

number of

mature
:. businesses

0% within the
Less 1 Yr 1-5Years 6-10Years 11-15Years 16-20Years Greater 20 response
Years sample.
Source: Project Survey
What Technical Assistance Do These Businesses Need?
Approximately 3

Accounting
5%

Business Challenges

percent of the
businesses identified
marketing as their
most significant
challenge.
Consistent with smal
businesses, cash flo
and access to capita
are also challenges.
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Focus Areas
Position to Exit Other
Business 8%

4%

Hiring Staff/Mgt
15%

Business
Processes
7%

Approximatey 66
percent of the
businesses are
focusing their efforts
on growing revenue.
This fact confirms
the need for women
and minority
business support to
access opportunities

Source: Project Survey
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Prospecting Tools

Periodicals
7%

16%

Online Searches

Survey respondents
confirmed that
networking is their
best prospecting
source. Given the
value of businesses
outreaching to each
other, there is a
continued need for
association/business
gatherings to
exchange contact
information.
Respondents ab
shared some
additional sources
such as associationg
contractas and
direct mail.

Customer Sources

Other  Direct Mail Emailblast
49 < 4%

Paid Ads
8%

Similar to the tools
used for prospecting
business, woref-
mouth, business
associations and
online resources are
key sources for
identifying
opportunities.

Source: Project Survey
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